DON’T BE SCARED OF THE COMMERCIAL CLOSING
There are two words that often strike fear in the heart of even the most seasoned settlement agent, COMMERCIAL CLOSING.  While it is true that a commercial transaction can often be tedious, detailed and time consuming, it is also true that they can be exciting and intriguing.  In reality, processing a commercial file from a settlement perspective is not that much different than processing a residential file.  When most people think of commercial closings they think of the large commercial transaction involving a shopping mall or huge development.  For the settlement agent, the majority of commercial closings are much simpler in nature.
One of the biggest differences between a commercial closing and a residential closing are the additional parties involved.  While a typical residential purchase may have a buyer, seller, realtor and lender, a commercial purchase may have a buyer, seller, realtor, lender, buyer’s attorney, seller’s attorney, lender’s attorney, tenants and the list can go on.   With all the parties involved communication becomes one of the biggest challenges in closing a commercial transaction.  As the settlement agent, it is our responsibility to communicate with all the parties, coordinate the transaction and ensure that the closing goes smoothly.  Communication can often become challenging, particularly when you are trying to finalize the settlement statement for closing and you have emails and phone calls flying back and forth regarding the multitude of last minute changes and additions.  And trust me when I say, there will definitely be a multitude of last minute changes and additions.  It is just the nature of the beast and should be an expected part of the process.
In contrast to the time and coordination involved prior to closing, the actual closing itself should be relatively simple.  Usually at this point all the parties have reviewed the settlement statement and closing documents, all closing conditions have been met and it is just a matter of having the parties sign the documents.  In addition, the documents involved in a commercial closing are fewer in number than you would have in a residential closing.  Often you may only have a settlement statement, deed, promissory note, deed of trust (or mortgage), personal guaranty, assignment of rents and leases and lien waiver.  Frequently the Seller in a commercial transaction will not even attend closing.  They will instead sign the settlement statement, deed, etc. at their attorney’s office who will then overnight the documents to the settlement agent along with a letter of instruction.  The settlement agent will then hold the documents in trust until all conditions outlined in the instruction letter have been satisfied.
As with any closing, attention to detail is extremely important.  No detail is too small or insignificant and the settlement agent must take time to review all the instructions, documents and information provided to them prior to closing and ensure that they comply with the conditions and requirements set out therein.  If conflicting instructions should arise, the settlement agent should obtain written clarification from the parties before proceeding.  After closing, the settlement agent should review all the documents to ensure they are signed and notarized and in proper form and post close the file in accordance with the lender’s and buyer’s and seller’s attorney’s instructions.

A commercial closing should be respected, but not feared.  As long as you are patient, communicate with all parties throughout the process and pay close attention to even the smallest detail, the closing should go smoothly and everyone will leave happy.  
